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Both letters deal with commercial leased access under the 1992
Act.

DOCKET FILE COpy ORIGINAL

William F. Caton, Acting Secretary

May 2, 1994

Record in Docket No. 92-266

John Norton

Date:

Prom:

To:

Subject:

1. Letter of September 29, 1993 to Karen Kosar from
Matthew York, President of Videomaker Inc., with attachments.

2. Letter of February 10, 1994 to John Norton from
Matt York, Publisher of Videomaker/Leased Access Report, with
attachments.

Please add the following two documents to the record of MM Docket
No. 92-266, In the Matter of Implementation of Sections of the
Cable Television Consumer Protection and Competition Act of 1992:



Sincerely,

P.O. Box 4591
Chico, CaHfomia 95927

916 891-8410
Fax 891·8443

RECEIVED
{~ ..,fIIAY.1,.

FEDERAL ea.tMUNICATKlNSCOWMISO/
OFFICE OF THE SECRETARY

The
Video
Camera
User's
Magazine

February 10, 1994

Dear 10hn,

FCC
10hnNorton
2033 M Street NW Room 700 I
Washington DC 20054

Your position in the telecommunications regulatory environment leads me to believe that
you will find our work ofinterest. Enclosed please find a report entitled "Leased Access on
Cable Television: Recommendations for Change." Following the Commission's release of the
Report and Order in this proceeding on May 3, 1993, Videomaker has conducted extensive
market research on commercial leased access. The results of that research, and Videomaker's
corresponding recommendations for change in the Commission's leased access rules, are
provided in the enclosed report.

In adopting the Report and Order, the Commission acknowledged that its leased access
rules were merely "a starting point that will need refmement." (Report and Order, at Para. 491.)
The Commission realized that there had been little activity in the leased access market at that
point, and viewed its rules as an "initial guide" until there has been more experience in the leased
access market (Report and Order, at Para. 515.)

Videomaker has responded to the commission's call. For the past eight (8) months,
Videomaker has tested the leased access market under the commission's new rules and has
gained significant real-world experience in the leased access market. Through its research,
Videomaker has discovered various impediments in the market that serve to discourage the
development of a genuine outlet for the "widest possible diversity" of programming sources,
such as the leased access rules are intended to create. Thus, the enclosed report recommends
certain refinements to the Commission's leased access rules to help encourage the development
of a robust market for competitive and diverse cable programming.

f?1? .up
Matt1'ork
Publisher ofVideomakerILeased Access Report



Secretary of the Federal Communications Commission
Wuhington, DC 20554

Re: Rate Regulation 92-268
Original and three copies

Our firm, Videomaker, Inc. has conducted an extensive research project on the
regulations and uses of leased access channels on cable TV. We here submit the results of
our research with recommendations for further revision of the current leased access
provisions (section 612) of the 1992 Cable Act.

Our own experience includes the use ofa leased access channel for a program we
produce, the publication ofa newsletter, The Cable LeasedAccess Report and
correspondence with users of these channels as well as with cable operators around the
country. We are also researching and developing a possible Leased Access Network.

Though we are filing at the end of your reconsideration period, we feel the results of
our study could prove helpful in your decisions about the leased access provisions. Our
recommendations appear in boldface headings.

Lower Rates for"All Other" Types of Proaramming
As we have stated, along with other programmers in an earlier filing, the regulations

still allow operators to set rates too high for programs designated "all other" in section
612. The current fonnulas make it impossible for non-affiliated programmers to compete
successfully.

We have found only a few full-time channel lessees. They are listed in Appendix One.
That there are so few participants in this category, and that most ofthem were in
operation prior to the implementation of the 1992 Cable Act's new rates indicate that the
rates are far too high to draw the interests of savvy business people. In sharp contrast,
there has been great response to new federal policies that create truly attractive
opportunities (cellular phone licenses, MMDS licenses, LPTV licenses, telephone 900
service, etc.).

All of the parties that are leasing channel capacity are doing so at rates far below the
implicit maximum rates as set forth by the Commission. Most of these lessees have filed
comments with the Commission objecting to the implicit rate calculation contained in the
1992 Cable TV Act.

We have developed several financial models to study the feasibility of this rate
structure. They illustrate the fact that no-one will ever cover his costs with the current rate
structure, much less turn a profit. See Appendix Two for the models.

We propose a new, rate-reducing, fonnula. Rather than setting the ceiling with the
highest programmer per category, the FCC should consider setting it with the average
implicit value per category. This rate calculation methodology has a better chance of
fostering the new programmers Congress sought to encourage. Congress has recognized
that an entire category ofprogrammers (not affiliated with the cable companies) has been
discriminated against since the inception ofcable TV. How can programmers in this
weak, underdeveloped category be expected to compete with the highest income
producing programmers on cable TV? This is exactly what the highest implicit rate



calculation allows. Some would even argue that the ceiling should be set with the
production of the lowest implicit value in the category to give new producers the greatest
competitive opportunity.

Using the average implicit rate would allow lessees to share in the savings associated
with a multiplication ofchannels. Digital compression will render far greater channel
capacity to each cable operator in the near future. Clearly the average revenue per cable
channel received by the cable operators will decrease as the number of channels
increases. The highest implicit rate methodology effectively insulates lessees from the
cost-per-channel savings made possible by digital compression.

It is important to also consider using a methodology entirely different from the implicit
rate for the "all other" category. Based upon industry averages outlined in Appendix Two,
a rate of $0.24 per thousand households (per halfhour ofcable time) would enable a
lessee to generate enough revenue to meet the expense of the lease. Rates higher than
$0.24 per thousand households (per half hour ofcable time) will prevent potential lessees
from entering the market for leased access. -

Here's a good example. We have not been able to identify any successful lessees in the
paid category (those proposing to charge subscribers directly to view their programming
on a per-event basis). The current formula sets the maximum rate for this type of show at
the maximum rate provided by an active program provider. The operator could charge all
comers in the category $40 an hour if that's what he realizes from cablecasting a pay-per
view boxing event.

Using our proposed formula, the cable operator would average the net income for an
entire month ofprogramming in this category (HBO, Boxing, Disney Channel, ESPN,
Howard Stem's New Year's Eve, etc.). He would then calculate the highest implicit rates
based upon those results. This is the average implicit rate method.

Maintain Rates for Direct Sales Programs
As you know some proponents in the direct sales category are lobbying for a maximum

rate calculation methodology that would give very favorable rates (below market value)
to those programmers selling goods on TV. The direct sales category, however, is not one
that needs regulatory intervention in order to stimulate it. This category encompasses
infomercials, which have grown to a $900-million dollar a year industry. The infomercial
market is so competitive that the price of its access (remnant air time) has risen steadily
for years. Large Fortune 500 corporations are now getting into the act. They have driven
costs up even more quickly.

If the leased access regulations allow direct sales programs to lease time less
expensively than they can get remnant time, the time brokers in this highly developed
industry will certainly buy up much, if not all, of the capacity set-aside for leased access.
The result? These single-sponsor programs will tend to deliver less genuine diversity
compared with the other categories. The Commission is currently engaged in examining
the over-commercialism of TV. Lax regulations here will lead to more
commercialization. The rates for this category should be the average implicate rate plus
the explicate (market) rate.

Regulate Billing and Collection Rates



Transaction processing is another trouble spot for both direct sales programs and pay
per-view programs. The 1992 Cable Act requires the cable operators to provide this
service, but the rates that they charge for these services are unregulated. Given the
historical resistance the cable industry has displayed toward leased access, it is unlikely
that operators will set reasonable rates. They would rather prevent entrepreneurs from
charging their viewers for programs.

The Commission should also clarify its position on enabling third party billing and
collection companies to provide this service to lessees. Section 612 paragraph 504
requires cable operators to supply access to data to third party billing and collection
providers. These companies will likely need access to the newly deployed digital set top
boxes as well. They may need to run billing software that would reside in the random
access memory ofdigital converters.

Regulate "Midl.tion" Strategies
Vice President Al Gore has presented the administration's platform on the National

Information Infrastructure. He called for non-discriminatory access to cable channels. See
Appendix Three for an excerpt from this speech.

The House Report on the 1984 Cable Act cited concerns in the terms and conditions of
leases. The legislation reported by the Committee "can act as a safety valve for
programmers who may be subject to a cable operator's market power and who may be
denied access or be given access on unfavorable terms." (Senate Report No. 102-92 page
30)

Larry Irving, Assistant Secretary for Communications and Information echoed this call
for access in recent testimony to the House of Representatives. See Appendix Four for a
quote.

Nevertheless, the cable companies continue to resist. Recently the same Larry Irving
attended the Western Cable Show. Here he and I joined a round-table discussion with
cable operators. The leader of the group encouraged participants to develop "mitigation
strategies" to subvert lessees. The strategies he recommended, and some we have
discovered through our own research follow.

Regulate Prorating
Some cable operators are inflating the rates for part time (or single program lessees)

above the "highest implicit rate" set by the Commission duringprime time hours. Their
claim is that Section 612 paragraph 518 allows them to prorate the rates for shorter
periods in any fashion they please. I recommend, instead, that you require cable operators
to prorate short periods by strict division ofthe monthly rate (Le. divide the monthly rate
by 30 days and then 24 hours to get a standard hourly rate for any time of day including
prime time).

Require Open ChanDels and Choice of TilDe
Some cable operators are claiming that they have no leased access capacity available,

even though they have set aside nowhere near the 100.10 or 15% oftheir capacity required \"
by Section 612.



Claiming a lack of capacity, some uncooperative cable operators are offering time slots
during very undesirable hours, the very-late-night "graveyard." Many will not air
programs at the times necessary for the lessees to reach their target audiences.

If the set-aside channels are truly set-aside, then the cable operator must retain "open"
channels or clear some which it already using to make way for lessees.

The Commission should determine whether the operator's own use ofthese channels,
(while no lessee's are using them), is a privilege or a right. Ifoperators are to lease
delivery capacity, like a telephone companies would, then I would suggest that those
channels belong to the market, not to the cable operator.

Some cable operators are probably claiming that they may be forced to drop some cable
networks. It i.s.d.oubtful tbet any subscribers wou!d~their service because of the
s1)uft1ing ofa few cable networks, thereby ~~~~Yerseeffect.o~1Iieoperation,

financial condition or market condition ofany cable system. Altboughsome-cable
networks may refuse systems that ca.rrithem on ap8rt tiniebasis (to make room for part
time lessees); there are dozens ofnew cable networks that have more flexible tenns. In
fact, it is more likely that the number ofchannels available on the basic tier will grow
because most new cable networks are not charging a licensing fee to the cable operators.
As a result adding new networks to basic service has become very inexpensive to the
operators.

Guarantee Part-Time Aecess
Another mitigation strategy discussed at The Western Cable Show is that cable

operators could create a minimum lease period. TIley could, for example, refuse to lease
less than one full month, 24 hours a day. Clearly, this discriminates against lessees
seeking to distribute anything less than 720 hours (30 days times 24 hours) of
programming

The demand for leased access cable time by part time lessees is far greater than the
demand for full time channels and cable operators know this. Truest diversity--a goal of.
the Cable Act-- comes in smaller increments. Witness the boom of independent content
providers in the 9OO-number telephone industry. The independent companies have
developed niches far narrower than any small group ofbig companies could.

part-time leasing must be preserveg ifthere is to be true access to all comers. This
concept has been part of the thinking about access at least since 1970. That is when the
Sloan Foundation prepared a report favoring a common carrier system for cable TV. In
1973 a Cabinet Committee on Cable Communications reached a substantially similar
solution in the Whitehead Report. It looked forward to a system in which "cable would
function much like the Postal Service or more appropriately like the United Parcel
Service or a trucking company that for a fee will take programming submitted by anyone
and distribute it. ..to the people who wish to have it." Both these reports speak of systems
that serve individuals seeking to transport single "packages"--in this case packages of
information.

Cable operators are resistant to part-time leases for many reasons, one ofwhich is the
administrative burden of consummating possibly hundreds of leases and transactions per
month. This is no reason for the Commission to create policy that discriminates. If these
regulations are crafted properly "the market" (entrepreneurs looking for profits) will



address the concerns for this administration ofpart time leases. The administrative burden
will give rise a new industry , including access service bureaus. This happened with the
900-number telephone industry, and it could happen with cable television.

Ifa whole channel is the smallest lease-able increment, the provisions favor networks
over individual producers. This would be no invitation to "all comers." The situation
recalls the railroad industry in the late 18oos. The government set regulations to keep the
railroad industry open to "all comers". As common carriers the railroad companies could
not discriminate. Ifyou wanted to ship cargo aboard the train, all you needed was the
fare--the railroad had to sell you the space in a railroad car (for your cargo). You did not
have to rent the whole train. The leased access provisions are written so vaguely as to
allow cable operators to insist that lessees must rent the whole train. Independent
producers need access to half-hour and hour segments of channel time--not whole
channels.

Conclusion
Section 18 ofthe House amendment amends section 612(c) of the Communications

Act. This required the Commission to establish by regulation I) a formula to determine
maximum rates; 2) standards concerning the terms and conditions; 3) standards
concerning methods for collection and billing. We feel that the Commission's formula has
generated rates that are too high to attract profit seekers. The standards concerning the
terms and conditions overlook unique concerns ofpart time (single program) lessees.
Some cable operators are prorating, willy-nilly, for prime time based upon a their own
customized methodology that is subverting the intent of Congress to create a "genuine
outlet," while others are using the Commission's standard. The standards for collection
and billing are non-existent; consequently there are very few, ifany, lessees charging
subscribers directly for their programming.

Since leased access has been a failure since its inception eight years ago (either because
cable operators have managed to stymie it or a market hasn't developed) then why create
rulings that may hamper the development ofthis "genuine outlet"? Distribution of single
programs should become the norm and the Commission should develop policies that

.. foster this. As-the National Information Infrastructure develops, the concept ofa 24 hour
per day "channel" will become antiquated and obsolete.

The 1992 Cable Act was a hard pill for the cable industry to swallow. It lost on many
issues where strong opposition from competitive industries prevailed. Re-transmission
consent was feared by many cable operators and MSOs, (though it has had little real
impact upon their industry. Must Carry had an adverse impact upon diversity and didn't
please the broadcasters either.

In the case of leased access, there was no competing industry because the cable
industry has managed to suppress the emergence of independents into the marketplace.
Very few comments were filed on behalfof lessees. This lack ofopposition enabled cable
industry lobbyists to get the Commission to create an inhibiting maximum rate formula.
This has left the leased access industry still-born.

Now that all the predicted hardships 'that were to fall upon the cable industry haven't
materialized, it's time to take a long hard look at creating regulations that will work for
leased access. The cable industry is and will continue to be very strong, even if the



[($0.50 - $0.(0) X 1.00] =$0.50

[($0.50 X 63,000,000) X 12 months] =$378,000,000.00

Ifa national full-time cable network was to succeed in a leased access venture it would
attempt to obtain carriage in all 63 million (63,000,000) cable households. The yearly
leasing costs for this network would be three hundred and seventy eight million dollars
($378,000,000.00).

Huntsville, AL
Maui, HI

Sugarland, TX
Miami, FL
Eden Prairie, MN

APPENDIX ONE

Current Leased Access Users
CHRM Howard Austin
Paradise TV Jim Kartes
FBTV Bev Carter
Sur Corp Luis Guerra
Valuevision Mark Payne

APPENDIX TWO

Models showinl how the current rate structure for leased access
channels prohibits Dew proarammers.

.Using the Commission's example for the "all other category" the leasing fee for a
typical system would be SO cents per subscriber per channel per month. " To wit: an
operator pays nothing for the programming on his basic tier. Assuming there are 20
channels on the basic tier, and the monthly rate for basic tier service is $10.00, then the
implicit subscriber fee to view this channel is $.50. Because all its subscribers subscribe
to the basic tier, the implicit monthly fee per subscriber for access to this channel is:

Commission was to create much more favorable terms and conditions for those seeking
leases.

As you draft new policies, please bear in mind that there is a new age of individualism
in the making. It could bring with it an unprecedented expansion of culture. The cultural
limitations of television, tolerable when there was no alternative, are unendurable in the
face ofnew technologies that multiply delivery capacity. Many hope your policies will be
crafted in concert with new technologies in order to alter the balance ofpower between
the distributors and the creators. This could break the bottleneck ofwhich Vice President
Gore spoke.

Since its beginning TV bas been a medium ofmass-produced and mass-consumed
commodities full ofmediocre content. Congress declared the laudable objective to change
this and "assure the widest possible diversity of information sources are made available to
the public." With proper regulation ofthe cable TV industry, I'm sure you will achieve
this landmark change in telecommunications.



The economics of generating a profit in cable TV program distribution are totally
incompatible with the hypothetical concept of paying several hundred million dollars to
lease delivery capacity.

In another financial model we look at the economics ofone half-hour program. To
obtain carriage for one half hour program to all 63 million cable households (63,000,000)
subscribers, the leasing fee would be $21,875.00.

[($0.50 X 63,000,000) 130 days/24 hours/2] = $21,875.00

The revenue for any programming in this category must come from advertisers.
According to The Economics o/Basic Cable Networks 1993 by Paul }(agen Associates
the rates for TV advertising averages around $4.00 per thousand viewers. There are
twelve (12) commercials in each program. The percentage ofthe subscribers that tune in
to the show (the rating) is the key factor in determining the advertising revenue. The
average rating for a cable TV program is half a percent (0.5%) according to the same
source. Many established cable networks never obtain ratings of 0.5%. The Family
Channel averages 0.4%, the Black Entertainment Network averages 0.3%. It would be
very hard for a program on a leased access channel to obtain a rating of0.5%. However in
this model we assume the program obtained a .5% rating. The ad revenue would be:

[(63,000,000 X 0.5%) /1000.] X S4 X 12 =S15,120

Ifwe subtract the cost of leasing from the ad revenue, we find that the producer would
lose $6755 per airing--and that assumes he has no production costs. The real production
costs for a half-hour cable TV program average around $6,600, according to the Cable TV
Programming Newslener from Paul}(agen Associates No. 166 February 21,1992, page 2.

This fonnula also assumes that the leased time is prorated for the half-hour by strict
division ofthe monthly rate. In practice, some operators prorate prime-time hours as high
as five times the average implicit fee. At those rates, the producer ofa national program
would stand to lose up to $33,775 per airing.

In our final financial model we look at the economics ofone half-hour program
cablecast to only 1 million households. The leasing fee would be $347.00:

[(SO.50 X 1,000,000) / 30 days/ 24 hours/2] = S347.oo

The revenue for any programming in this category must come from advertisers. The
rates for TV advertising average around $4.00 per thousand viewers. There are twelve
(12) commercials in each program. In this model we also assume the program obtained a
.5% rating. The ad revenue would be:

[(1,000,000 X 0.5%) /1000] X $4 X 12 =S240.00



Again subtracting costs from revenues, we find our producer losing $107 per airing,
without production costs. Using industry averages, a halfhour cable TV program can not
generate more than $0.24 per thousand households.

APPENDIX THREE

Excerpt from Vice President Gore's Speeeh Calling for Non
Discriminatory Access to Cable Channels

"We cannot pennit the creation ofinfonnation bottlenecks that adversely affect
infonnation providers who use the highways as a means of supplying their customers.

"Nor can we can penni! bottlenecks for infonnation consumers who desire
programming that may not be available through the wires that enter their homes or
offices.

"Preserving the free flow of information requires open access, our third basic principle.
How can you sell your ideas, your information, your programs, ifan intermediary who is
also your competitor has the means to unfairly block your access to customers? We can't
subject the free flow of content to artificial constraints at the hands ofeither government
regulators or would-be monopolists.

"We must also guard against unreasonable technical obstacles. We know how to do
this; we've seen this problem in our past. For example, when railroad tracks were
different sizes, a passenger could not travel easily from a town served by one railroad to a
town served by another. But the use ofstandardized tracks pennitted the creation ofa
national system ofrail transport. Our legislative package will grant the Federal
Communications Commission the future authority, under appropriate conditions, to
impose non-discriminatory access requirements on cable companies. In the information
marketplace ofthe future, we will obtain our goals of investment, competition and open
access only ifregulation matches the marketplace.

"...they would provide their services and access to their facilities to others on a
nondiscriminatory basis. The nation would thus be assured that these companies would
provide open access to information providers and consumers and the benefits of
competition, including lower prices and higher-quality services, to their customers."

APPENDIX FOUR

Testimony of Larry Irving, Assistant Secretary for Communications
and Information, U.S. Department of COIDBleree, on
Telecommunications Reform Legislation. Presented before the
Subcommittee on Telecommunications a.d Finance Committee on
Energy and Commerce of the House of Representatives. Presented
January 27, 1994.

"The public benefits of the infonnation revolution would be severely diminished
without a wide range of diverse programming. An advanced infonnation infrastructure, to



be truly useful, must offer a potpourri of educational material, health information, home
and business services, entertainment, and other programming matter, both passive and
interactive. Barriers to open access and widespread availability of programming serve
only to harm users."



EX PARTE OR LATE FILED

Videolllaker
September 29, 1993

Karen Cosar
FCC Leased Access
1919 M StNW Rm302
Washington, DC 20554

Dear Karen,

The
V'K1eo
Camera
User's
Magazine

P.O. Box 4591
Chico, California 95927

916 891-8410
Fax 891-8443

RECEIVED

("AY~"r,.

FB:BW~fQcstQlllSD
0FFtE0F ntf~fl,(

In an effort to keep current on the status of the effectiveness of the "leased access provisions" of the 1992
Cable TV Act for our newsletter Cable Access Report, we have discovered some disturbing news:

Being prospective lessees ourselves, we have requested a schedule of rates (rate regulation R&O, para.
520) from thirty (30) cable operators in the top twenty (20) designated market areas. Only seven (7) cable
operators honored our request. This small sampling* shows that IWIl' of the cable operators are adhering to
the leased access provisions with regard to maximum reasonable rates (rate regulation R&O, para. 518).
Some rates are as high as eighteen (I8) times the implicit rate, with the average rate of this sample being
more than seven (7) times the implicit rate.

Recognizing that there has been no general available information on leased access (rate regulation R&O,
para. 528), we respectfully submit our findings for your consideration in determining reasonable rates and
the response of the cable industry to the new provisions.

Sincerely,

V'r7. #-10-
"Matthew York

President
Videomaker Inc.

*We have acquired the rates from 4 additional cable operators who sent us their rates without a request.
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Company: CVI Cablevision
9260 Topanga Canyon Blvd
Chatsworth, CA 91311

Number of Subscribers: 89500
Basic Cable rate: $19.65
Half hr rate imp: $20.02

# of basic channels: 61
Half hr rate quotes: $80

Paragraph 518 footnote 1312

In this case the cable operator carries a public broadcasting station on
its basic tier, it pays ·nothing for the programming. This·cable operator
has 61 basic channels and the monthly rate is $19.65 , then the subscriber
fee to view this channel is $.32.

[(.32- $0.00)X1.00]=.32

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.32 is divided by 30 days to get a daily,
rate of $.01. The hourly rate can be obtiairl-\by dividing the daily rate by
24 which is $.0004 per subscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $20.02
per half hour.

This cable operator's half hour rate quote is $80.00 which is 400% of the
federally regulated rate.
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9/29/93

Leased Access Report
Page 2

Company: CableVision of Central Florida
3767 All American Blvd
Orlando, FL 32810

Number of Subscribers: 179000
Basic Cable rate: $12.95
Half hr rate imp: $38.33

# of basic channels: 42
Half hr rate quotes: $275

Paragraph 518 footnote 1312

In this case the cable operator carries a public broadcasting station on
its basic tier, it pays nothing for the programming. This cable operator
has 42 basic channels and the monthly rate is $12.95 , then the subscriber
fee to view this channel is $.31.

[(.31- $0.00)X1.00]=.31

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.31 is divided by 30 days to get a daily
rate of $.01. The hourly rate can be obtiain by dividing the daily rate by
24 which is $.0004 per subscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $38.33
per half hour.

This cable operator's half hour rate quote is $275.00 which is 717% of
the federally regulated rate.
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- Other requirements are "rased in contractual aweement available upon request.

l ....""-1*, NlJle5.·
Program L!D!Ith .§It1lQ.
Prirne(Sp-ll p) $550
Dev(1Zp-5p) $400

~
$275
S200

P;~.. 13 hltun purcMIICI - 1S. diMtult (continuous .....ldy buys)
26 hHn purehlled - 25.dlaunt • "

*It11 fjg.res 8 .... NET (M a.m..... eff tile ,rice)

It ClbteVht'.n or centrel Flori. r~rveaIII rttllb to ref. any program thlt 1s proposed to 8i r ~
leued ecce8S for ttchlicel end/or production q..litV Ylh., and communitv interest.

* for Imre inforntion contlct Timmy Wiley, Protnm HalllCJ'r

P1sVfIIJIWI61IR'MH/U'''''''''.'11I3' llfl6ll4 R.IItIMRRfqJ_TTOCQ4ST
~767All oriceR Boulevard • Orlando, n 32810 f (407) 295-9119



9/29/93

Leased Access Report

Company: Greater Media Cable
1351 S. Delaware Ave.
Philadelphia, PA 19147

Number of Subscribers: 67808
Basic Cable rate: $13.78
Half hr rate imp: $15.09

# of basic channels: 43
Half hr rate quotes: $300

Paragraph 518 footnote 1312
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In this case the cable operator carries a public broadcasting station on
its basic tier, it pays nothing for the programming. This cable operator
has 43 basic channels and the monthly rate is $13.78 , then the subscriber
fee to view this channel is $.32.

[(.32- $0.00)X1.00]=.32

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.32 is divided by 30 days to get a daily
rate of $.01. The hourly rate can be obtiainby dividing the daily rate by
24 which is $.0004 per subscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $15.09
per half hour.

This cable operator's half hour rate quote is $300.00 which is 1,988% of
the federally regulated rate.



GREATER MEDIA CABLE
1351 SOUTH DELAWARE AVENUE

PHILADELPHIA, PA. 19147
215-952-4962 or 952-4940

LEASED ACCESS RATES

;LEASED CHANNELR4TES~ 74) I

AIR FEES:

aASSTFJED ADS:

lPROOUCTION FN;ILITYRATES\

J. STUDIO PRODUcnONS
includes: 3 cameras and 3 crew members

2. REMOTE
Includes: 2 cameras and 3 crew members

3. REMOTEwil.b VAN
Includes: studio van and crew

:MISCEUANEOUS FEES

EDrrING
off line

DUBBING

$300 =30 minutes (per show)
$400 =60 minutes (per show)

$ eo - four (4) weeks
$300 =6 (six) months

$120 per hour
$800 day (9am - 5pm)

$120 per hour
$800 day (9am - 5pm)

$800 day (8 hours)
$100 per hour after 8 hours

$55 per hour
$500 day (8 hours)

$30 per tape (GMC provides tape)
$20 per tape (Client provides tape)

;,

I
.:1. ,}



9/29/93

Leased Access Report

Company: Paragon Cable (KBL TV - El Paso)
7010 Airport Rd
El Paso, TX 79906-4943

Number of Subscribers: 110000
Basic Cable rate: $21.20
Half hr rate imp: $49.07

# of basic channels: 33
Half hr rate quotes: $875

Paragraph 518 footnote 1312
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In this case the cable operator carries a public broadcasting station on
its ~asic tier, it pays nothing for the programming. This cable operator
has 33 basic channels and the monthly rate is $21.20 , then the subscriber
fee to view this channel is $.64.

[(.64- $0.00)X1.00]=.64

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.64 is divided by 30 days to get a daily
rate of $.02. The hourly rate can be obtiain by dividing the daily rate by
24 which is $.0009 per subscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $49.07
per half hour.

This cable operator's half hour rate quote is $875.00 which is 1,783% of
the federally regulated rate.
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9/29/93

Leased Access Report

Company: Paragon Cable (KBL TV - Minneapolis)
801 Plymouth Ave
Minneapolis, MN 55411

Number of Subscribers: 115000
Basic Cable rate: $22.71
Half hr rate imp: $39.43

# of basic channels: 46
Half hr rate quotes: $175

Paragraph 518 footnote 1312
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In this case the cabl"e operator carries a public broadcasting station on
its basic tier, it pays nothing for the programming. This cable operator
has 46 basic channels and the monthly rate is $22.71 , then the subscriber
fee to view this channel is $.49.

[(.49- $0.00)X1.00]=.49

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.49 is divided by 30 days to get a daily
rate of $.02. The hourly rate can be obtiain by dividing the daily rate by
24 which is $.0007 per subscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $39.43
per half hour.

This cable operator's half hour rate quote is $175.00 which is 444% of
the federally regulated rate.



9/29/93

Leased Access Report

Company: Paragon Cable (KBL TV - Orange County)
7441 Chapman Ave
Garden Grove, CA 92641

Number of Subscribers: 92000
Basic Cable rate: $25.32
Half hr rate imp: $43.72

# of basic channels: 37
Half hr rate quotes: $175

Paragraph 518 footnote 1312
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In this case the cable operator carries a public broadcasting station on
its basic tier, it pays nothing for the programming. This cable operator
has 37 basic channels and the monthly rate is $25.32 , then the subscriber
fee to view this channel is $.68.

[(.68- $0.00)X1.00]=.68

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.68 is divided by 30 days to get a daily
rate of $.02. The hourly rate can be obtiain by dividing the daily rate by
24 which is $.0010 per sUbscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $43.72
per half hour.

This cable operator's half hour rate quote is $175.00 which is 400% of
the federally regulated rate.
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9/29/93

Leased Access Report

Company: Paragon Cable (KBL TV - Portland)
3075 N.E. Sandy Blvd.
Portland l OR 97232

Number of Subscribers: 150000
Basic Cable rate: $21.72
Half hr rate imp: $50.28

Page 8

# of basic channels: 45
Half hr rate quotes: $200

Paragraph 518 footnote 1312

In this case the cable operator carries a public broadcasting station on
its basic tier, it pays nothing for the programming. This cable operator
has 45 basic channels and the monthly rate is $21.72 , then the subscriber
fee to view this channel is $.48.

[(.48- $0.00)X1.00]=.48

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.48 is divided by 30 days to get a daily
rate of $.02. The hourly rate can be obtiain by dividing ~he daily rate by
24 which is $.0007 per subscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $50.28
per half hour.

This cable operator's half hour rate quote is $200.00 which is 398% of
the federally regulated rate.
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9/29/93

Leased Access Report

Company: Paragon Cable (KBL TV - San Antonio)
Box 1121, 415 N. Main Ave
San Antonio, TX 78294

Number of Subscribers: 260000
Basic Cable rate: $24.59
Half hr rate imp: $98.66

# of basic channels: 45
Half hr rate quotes: $275

Paragraph 518 footnote 1312

Page 9

In this case the cable operator carries a public broadcasting station on
its basic tier, it pays nothing for the programming. This cable operator
has 45 basic channels and the monthly rate is $24.59 , then the subscriber
fee to view this channel is $.55.

[(.55- $0.00)Xl.00]=.55

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.55 is divided by 30 days to get a daily
rate of $.02. The hourly rate can be obtiain by dividing the daily rate by
24 which is $.0008 per subscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $98.66
per half hour.

This cable operator's half hour rate quote is $275.00 which is 279% of
the federally regulated rate.



INFORMERCIAL

KBl··0
·····=,,·_··_··. TV... --

'"=:-.-

INCORPORATED

RATE CARD #9
July 1993
Net Rates

MARKET: (Only Cable System) San Antonio, TX.
SUBSCRIBER -BASE: 260,000 Channel 26
HOURSIRATES AVAILABLE: Monday - Sunday $2751half hour

MARKET: (Only Cable System) Univision
SUBSCRIBER BASE: 26,000 - Channel 1
HOURSIRATES AVAILABLE: Monday - Sunday $825/half hour

MARKET: El Paso, TX
SUBSCRmER BASE: 110,000 - Channel 11 $8151half hour
HOURSIRATES AVAILABLE: Monday - Sunday

KTLA (L.A.)

MARKET: Minneapolis, MN.
SUBSCRmER BASE: 115,000 - Channel 19
HOURSIRATES AVAILABLE: Monday - Sunday $175/half hour

MARKET: Portland, OR.
SUBSCRIBER BASE: 150,000 - Channel 30
HOURS/RATES AVAILABLE: Monday - Sunday $200/half hour
$1501half hour

MARKET: Los Angeles, CA.
SUBSCRIBER BASE: 62,000 - Channel 3
HOURSIRATES AVAILABLE: Monday. - Sunday $1501half hour

MARKET: Orange County, CA.
SUBSCRIBER BASE: 92,000 - Channel 23
HOURSIRATES AVAILABLE: Monday - Sunday $1151half hour
$8501half hour

Portland TCI
40,000 - Channel 40
Monday - Sunday

Orange Co. Discovery
92,000 - Channel 19
Monday - Sunday

ALL INFORMERCIALS MUST BE PRE-PAID. All rates arc net.

CONTACT: Brenda Glover
Corporate Director/Paid Program
PHONE: (303) 298-9960 or 1-800-688-4729
FAX: (303) 298-9963

Guaranty Bank Bldg., 1331 17th Street, Suite 601 Denver, Colorado 80202 303/298-9960 Fax 303/298.9963



Page 10
Leased Access Report

Company: Sammons Cable Services
4528 W. Vickery St.
Fort Worth, TX 76107

Number of Subscribers: 107000
Basic Cable rate: $11.95
Half hr rate imp: $16.14

# of basic channels: 55
Half hr rate quotes: $170

Paragraph 518 footnote 1312

In this case the cable operator carries a public broadcasting station on
its basic tier, it pays nothing for the programming. This cable operator
has 55 basic channels and the monthly rate is $11.95 , then the subscriber
fee to view this channel is $.22.

[(.22- $0.00)X1.00]=.22

Furthermore maximum rates for shorter periods can be calculated by
prorating the monthly rate.

The monthly channel rate of $.22 is divided by 30 days to get a daily
rate of $.01. The hourly rate can be obtiain by dividing the daily rate by
24 which is $.0003 per subscriber. This number is then multiplied by the
number of subscribers and divided by 2 to get an implicit rate of $16.14
per half hour.

This cable operator's half hour rate quote is $170.00 which is 1,053% of
the federally regulated rate.


